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Major articles published by Farm Store Merchandising during 1965 are 
indexed in the following pages, according to subject matter and authors. 
For reference to earlier issues of Farm Store Merchandising, the reader 
should consult the December issues of 1960-1964. 


ADVERTISING: 


Dealers Short-Change Ad Costs, Planning 

Misleading Claims Hurt Fertilizer Business 

Promotions, Advertising, Build Sales 

Promotions Most Effective If Backed by Dealer with 
Advertising, Other Aids 

There's Good Advertising, and There's Bad Adver- 
tising 

Unusual Mailings Get Good Response 


AGRICULTURAL CHEMICALS: 

Are Your Ag Chemicals Paying Their Way? 

Common Plant Diseases to Look for in 1965 ...... 

Dealer Entitled to Fair Margin on Pesticides .... 

Dealer Must Know Pesticides, Know User, Instruct 
User 

Dealers Promote Ag Chemicals 

Fertilizer, Pesticide, Animal Health Marketing 
Trends 

Fertilizers, Ag Chemicals to Take Bigger Slice of 
Farm Supply Dollar 

Half Dealers Surveyed Offer Custom Applicating, 
Spraying 

Here's How Illinois Dealer Charges for Application, 
Spreading, Spraying 

How to Reduce Selling Time on Ag Chemicals . .Oct. 

Pesticide Label Important ....................Mar. 

Pesticides Useful Aids, But Dealer Must Realize 
Responsibilities 

Pre-Sell Farmers on Herbicides 

Problems of an Agricultural Chemica! Distributor. . 

South Dakota Corn Growers Praise Phosphate In- 
secticides 

Why Weed Control? 


ANIMAL HEALTH: 
Animal Health Tips for Dealers: 
Bloat 
Coccidiosis of Cattle 
Leptospirosis 
Pinkeye 
Scours 
Shipping Fever 
Tetanus or Lockjaw 


ANIMAL HEALTH PRODUCTS: 

Average Annual Sales of Horse Health Aids 
Amount to $583.98 

Fertilizer, Pesticide, Animal 
Trends 

Health Products Adaptable to Impulse Sales ... 

Here's How, Why Dealers Sell, Producers Buy Iron 
Injectables 

New Relief Seen for Baby Pig Anemia 

Texas Firm Grosses $16,000 in Anima! Health 
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Achorn, Frank P. 
Here's Look at Various Bulk Blend Systems .... 
Aldrich, Dr. S. R. 
Bulk Application of Fertilizer 
Armstrong, Dr. J. H., and W. E. Pettigrew 
Considerations in Purchasing Fertilizer 
Barber, Dr. Stanley A. 
Fall Corn Fertilization Saves Time, Trouble... 
Blair, Jess F. 
Arkansas Advises: Go Western 
Dealer Advises: Know Your Territory's Needs. .Nov., 
Farm Store Trims Excess Expenses 
Farm Stores Seek Profits in Diversified Mer- 
chandise 
Kansan Keeps Accent on 
Service 
Shreveport Farm Store Adjusts to Changes ... 
Texans Aim for Rural, Urban Trade 
Brown, Robert H. 
Floridians Add New Mill, Garden Products... .Jan., 
Dockins, Joe W. 
One-Stop Service Centers Present Challenge 
to Farm Cooperatives 
Frazier, Chet 
"Show and Tell'’ Valuable Dealer Tool 
Geddie, Jack 
Horse Supply Sales Good 
Heflin. William H. 
Extra Profit Potential in Non-Farm Fertilizers. .Jan., 
Hieronymus. Dr. T. A. 
Grain Elevator Adjustments to Modern Corn 
Harvesting 
Hill. Otto J 
Here's What Bulk Feed Delivery Really Costs. .Feb., 
Hoffman, Emmet J. 
Addition of Liquids Helps South Carolinian 
Double Fertilizer Tonnage 
Changes in ''Ag" Supply Market Dramatized bv 
Joint Ownership, Mergers, Acquisitions and 
Company-Owned Outlets 
Dealer Developing Complete Farm Service 
Center 
Promotions Most Effective If Backed by Dealer 
With Advertising, Other Aids ug., 
Where Is Farm Supply Distribution Headed?.. .Apr., 
Hoffmeister, George 
Attaining Uniformity of Composition in Bulk 
Blend Fertilizers 
Holden, Bob 
Dealer Leases Custom Mill from Hog Producer. . July. p. 
lowans Thrive on Cattle, Hog Business 
Jack Cashman Puts Premium on Efficiency, 
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Nebraska Feed Mill Caters to Independent 
Feeder 
$20,000 Builds Custom Mill 
V-C Center Tuned to Area's Needs 
Young Dealers Find Potential in Automated 
Livestock Equipment 
Jordan, Wayne 
Latest Material Handling Techniques Improve 
Dealer's Service, Cut Costs 
Kelly, Dr. Philip L. 
What's the Answer to More Dairy Feed Sales?. .Apr., 
Kennerly, A. B. 
Texas Firm Grosses $16,000 in Animal Health 


Kiesner, Jack 
Dealer Says Independent Farm Service Centers 
Need Not Fear Supplier-Owned Competi- 
tion 
Good Records Build $1.1 Million Annual Volume 
for Custom Mill 
lowan Looks for Increased Feed, Grain Reve- 


Liquids Broaden Sales Base for 
Dealer 
Sam's Salt Sales Soar 
"Sell a Program, Not a Product” 
Varied Product Mix, Cost-Cutting Sharpens 
Profits 
Kramer, George H. 
Dealers Urged to Consider Premium Incentive 
Programs 
Marvin, Phil 
Dealer Must Know Pesticides, Know User, 
struct User 
McNew, Earl 
Smal! Firm Has Place in Fertilizer Industry... .June, 
Melvin, J. Keith 
Financial Ratios, Statement Analysis Crucial 
for Farm Stores 
Nelson, Al P. 
Brunk's Horse Business Moves at Fast Gait ...Oct., 
Cattle Spraying Profitable 
Compare Your Credit Policy With These Farm 
Stores 
Don't Be Afraid to Give Customers Something 
for Nothing 
Farm Mixers No Sales Barrier 
Hoosiers’ ‘Appreciation Day’ 
Farmers . 
Hoosiers Back 4-H, FFA Activities 
Illinois Dealer Uses Aerial Photos to Sell Ferti- 
lizer 
In-Store Sales Aids Found Helpful 
lowan Emphasizes Merchandising 
lowans Promote Cash Discount Days 
Promotions, Advertising, Build Sales 
Promotions Put Firm High on Profit Totem Pole Oct., 
Soil Testing — Key Feature in Illinois Dealer's 
Fertilizer Program 
Nelson, Frank 
Customer Service is Key to Feed Dealer's Future May, 
Odem, LeRoy 
Capitalizing on Advantages of the Local Feed 


Pettigrew, W. E. (See Armstrong, Dr. J. H.) 
Porter, Dr. Frederic E. 
Custom Inoculation Offers Opportunities for 
Profits 
Poundstone, Bruce 
How Well Mixed Is Your Bulk Blend Fertilizer? Feb., 
Price, W. F. 
State Regulations Affect Non - Farm Fertilizer 


Rolfs, A. R. 
Problems of an Agricultural Chemical Distribu- 


December, 


Roy, Dr. Elwell P. 
Cost of Bulk Fertilizer Operation 
Schubert, Robert H. 
There's Good Advertising, and There's Bad Ad- 
vertising 
Smith, Barney 
Liquid Fertilizer Sales up 40% 
Smith, Eugene D. 
Are Your Ag Chemicals Paying Their Way? ...Jan., 
Stapp, John 
California Farm Store Finds Fencing Good 
Lead-In to Other Sales 
Stein, D. J. 
Here's How Customers View Credit 
Sylwester, Dr. E. P. 
Caution Pesticides Useful Aids, But Dealer Must 
Realize Responsibilities 
Thompson, Robert S. 
Dealer Entitled to Fair Margin on Pesticides . . May, 
Welp, Cyril J. 
lowan Finds Mobile Mills Improve Service ... .July, 
Whitworth, Clarence L. 
Why We Chose Dealer Distribution 
Williams, Jim 
Blend Plant Latest Addition to $6,000,000-Per- 
Year Farm Store Business 
Metropolitan Growth Stimulates Farm Store's 
Diversification 
Wood, C. B. 
Feed Dealers Must Keep Alert to Changes in 
Their Trade Areas 
Zahn, Charles W., D.V.M. 
Animal Health Tips for Dealers: 
Bloat 
Coccidiosis of Cattle 
Leptospirosis 
Pinkeye 
Scours 
Shipping Fever 
Tetanus or Lockjaw 
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Addition of Liquids Helps South Carolinian Double 
Fertilizer Tonnage 

Arkansan Advises: Go Western 

At Kentucky Farm Store Diversification Builds Profit 
Potential 

Blend Plant Latest Addition to $6,000,000-Per-Year 
Farm Store Business 

Brunk's Horse Business Moves at Fast Gait 

California Farm Store Finds Fencing Good Lead-in 
to Other Sales 

Cattle Spraying Profitable 

Central Texas Dealer Caters to Hog Men 

Customers, Not Fields, Cultivated 

Dealer Advises: Know Your Territory's Needs .... 

Dealer Increases Business from $500,000 to $1,- 
750,000 in One Year 

Dealer Leases Custom Mill from Hog Producer ... 

Don't Be Afraid to Give Customers Something for 
Nothing 

Equipment Helps Build Sales Volume 

Farm Mixers No Sales Barrier 

Farm Store Trims Excess Expenses 

Feeds, Chicks, Started Pullets = Solid Profit Base. .July, 

Five Merchandising Departments Boost Sales 

Floridian Caters to Horse Trade 

Floridians Add New Mill, Garden Products 

For Louisianan Persistence Pays Off 

Georgian “Converted” to Fertilizer Sales 

Good Records Build $1.1 Million Annual Volume for 
Custom Mill 

Grind and Mix Facilities Supplement Egg Business June, 

Health Products Adaptable to Impulse Sales 

Here's How to Make Shelf Space Earn Profits ....Jan., 

Hoosiers’ ‘Appreciation Day'’ Draws 400 Farmers Mar., 

Hoosiers Back 4-H, FFA Activities 
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Horse Supply Sales Good 


Illinois Dealer Uses Aerial Photos to Sell Fertilizer Feb., 


Impure Seed Causes Dealer Some Headaches, Ex- 
penses 

In-Store Sales Aids Found Helpful 

Independent Farm Service Centers Need Not Fear 
Supplier-Owned Competition 

lowa Feed Mill Thrives on Variety 

lowan Emphasizes Merchandising 

lowan Looks for Increased Feed, Grain Revenue .. 

lowans Promote Cash Discount Days 

lowans Thrive on Cattle, Hog Business 

Jack Cashman Puts Premium on Efficiency, Personal 
Service 


Kansan Keeps Accent on Specialty Feeds, Service Mar., 


Liquid Fertilizer Sales Up 40% 

Liquids Broaden Sales Base for Fertilizer Dealer .. 

Metropolitan Growth Stimulates Farm Store's Di- 
versification 

Miniature Windmills Increase Texas Dealer's Store 
Traffic 


Nebraska Feed Mill Caters to Independent Feeder Aug., 


New Feed, Grain Facilities Help Texan Increase 
Sales Volume 


North Dakotan's Fly-on Fertilization Program ....Aug., 
Pre-Sell Farmers on Herbicides ..............-. Mar., 
Promotions, Advertising, Build Sales Aug., 
Promotions Put Firm High on Profit Totem Pole .. .Oct., 
Saddlery Items Profitable to lowa Farm Store ....Apr., 
Sam's Salt Sales Soar Mar., 
"Sell a Program, Not a Product” Aug., 


Shreveport Farm Store Adjusts to Changes ..... 

Soil Testing—Key Feature in Illinois Dealer's Ferti- 
lizer Program 

Striving for Complete Diversification, Firm Grosses 
$1.1 Million in 1964 

"Success Means Filling Farmer's Needs’ 

Tapping Impulse Sales 

Texan Wins Customers With Extra Services 

Texans Aim for Rural, Urban Trade 


g., 
Texas Firm Grosses $16,000 in Animal Health Sales ib 


Thorough Planning Goes into New Feed Mill 
$20,000 Builds Custom Mill 
V-C Center Tuned to Area's Needs 


Varied Product Mix, Cost-Cutting Sharpens Profits Sept, 


Vertical Bulk Blend Plant Opens 
Young Dealers Find Potential in Automated Live- 
stock Equipment 


CREDIT 


Banker Explains Future Ag Loans 

Bill Collecting Entails Plans, Perseverance 

Compare Your Credit Policy With These Farm 
Stores 

Credit Important in Farm Production 

Dealer Should Watch Customers Who Use Credit 
for Expansion 

Discount Pays Off for lowa Dealer 

Disregard Personal Feeling in Credit and Collec- 
tions 

Farm, Ranch Credit Undergoing Changes 

Farm Store Credit Corner 

Here's How Customers View Credit 

lowa Dealers Establish Credit Rating Program .... 

Post-Dated Checks Used for Financing 

There's More to Installment Credit Programs Than 
Deciding If Customers Can Make Payments ... 


CUSTOMER RELATIONS: 


Are You Sufficiently Customer-Oriented? 
Four Questions to Ask Ourselves 
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Public Relations and the Farm Store Dealer 


Three Farmers Tell What They Expect of Dealers . .Feb., 


DEALER PROBLEMS: 

Compare Your Credit Policy With These Farm 
Stores 

Dealer Guides Drawn Up for Feed and Financing .. 

Dealers Adjust to Handle Picker-Sheller Customers Aug., 

Dealers Cite Problems, How to Cope With Them . .Dec., 

Dealers Discuss Credit, Suppliers, Complaints ... .Sept., 

How to Live with On-Farm Mixing 

How Widespread Is Direct Selling? 

Independent Farm Service Centers Need Not Fear 
Supplier-Owned Competition 

lowa Dealers Establish Credit Rating Program .... 

Local Operators Must Increase Corn Handling, 
Drying Capacity 

Purina Reaffirms Faith in Dealers 


DELIVERY: 
Here's What Bulk Feed Delivery Really Costs .... 


EDITORIALS: 

Are You Sufficiently Customer-Oriented? 
"Farm Service Center'' Concept Will Grow 
Fertilizer Buying Patterns 

Four Questions to Ask Ourselves 

Gross and Net Margins Show Improvement 
How to Live with On-Farm Mixing 

How Widespread Is Direct Selling? 
Improving Skills of Employees a ''Must'' 
Increasing Sales to Farmer-Feeders 

Let the 1966 Buyers' Guide Help You 
Misleading Claims Harm Fertilizer Business 
This Business of Retailing 


EMPLOYEES: 


Improving Skills of Employees a ''Must' 
Workers Want More Than Just Paycheck 


FARMER CUSTOMER SURVEY: 


Farmers Surveyed on Claims of Fertilizer Effective- 
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Fertilizer Buying Patterns 

Here's How Customers View Credit 

How to Live With On-Farm Mixing 

Increasing Sales to Farmer-Feeders 

1965 Buying Intentions of Farmers 

35 Farmers Rate Dealers on Three Performance 
Levels 


FEED: 

Annual Feed Milling Equipment Supplement 

Blend Plant Latest Addition to $6,000,000-Per-Year 
Farm Store Business 

Capitalizing on Advantages of the Local Feed Mill May, 

Central Texas Dealer Caters to Hog Men 

Customer Service Is Key to Feed Dealer's Future ..May, 

Dealer Advises: Know Your Territory's Needs 

Dealer Increases Business from $500,000 to $1,- 
750,000 in One Year 

Dealer Leases Custom Mill from Hog Producer ... 

Directory of Feed Mill Equipment Manufacturers .. 

Equipment Helps Build Sales Volume 

FDA Answers Questions on Feed Regulations 

Farm Mixers No Sales Barrier 

Farm Store Dealer ''Must Be Sharper’ 

Feed Dealers Must Keep Alert to Changes in Their 
Trade Areas 

Feed Potential for Horses Set at 33,000,000 Tons.. 

Floridian Caters to Horse Trade 

Floridians Add New Mill, Garden Products 

Front Door Feeding Demonstration Attracts Extra 
Attention, Sales 

Good Corn Drying Practices Essential 

Good Records Build $1.1 Million Annual Volume 
for Custom Mill 

Grind and Mix Facilities Supplement Egg Business June, 

Hog Producer Quits On-Farm Feed Plant 

Investment Returns for Feed Additives 

lowa Feed Mill Thrives on Variety 
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lowans Thrive on Cattle, Hog Business 


Kansan Keeps Accent on Specialty Feeds, Service Mar., 


"Manufacturers Need Good Dealer Setups" 

Midwest Farm Flocks Remain Good Farm Store 
Customer 

Mobile Mills Improve Service 


Nebraska Feed Mill Caters to Independent Feeder Aug., 


New Feed, Grain Facilities Help Texan Increase 
Sales Volume 

SSC Notes Growing Horse Feed Potential 

"Sell a Program, Not a Product" 

Should Customer Buy Own Grind-Mix Setup? 

Shreveport Farm Store Adjusts to Changes 

Striving for Complete Diversification, Firm Grosses 
$1.1 Million in 1964 

Thorough Planning Goes into New Feed Mill 

Types of Feed Mixed for Pennsylvania Mills 

$20,000 Builds Custom Mill 


What's the Answer to More Dairy Feed Sales? ...Apr., 


FENCING: 


California Farm Store Finds Fencing Good Lead-In 
to Other Sales 


FERTILIZER, SOIL CONDITIONERS: 


Addition of Liquids Helps South Carolinian Double 
Fertilizer Tonnage 

Aerial Fertilizations Popular for Mountainside Ap- 
plication 

Attaining Uniformity of Composition in Bulk Blend 
Fertilizers 

Blend Plant Latest Addition to $6,000,000-Per-Year 
Farm Store Business 

Bulk Application of Fertilizers 

Bulk Fertilizer Method Continues to Increase 

Bulk Fertilizer System Cuts Time and Labor 

Changes in "Ag" Supply Market Dramatized by 
Joint Ownerships, Mergers, Acquisitions and 
Company-Owned Outlets 

Considerations in Purchasing Fertilizer 

Cost of Bulk Fertilizer Operation 

Customers, Not Fields, Cultivated 

Dealer Increases Business from $500,000 to $1,- 
750,000 in One Year 

Dealers Lead Soil Sampling Promotion 

Dealers View Retail Fertilizer Marketing 

Diagonal Strip Trials Helps Sell Fertilizer 

Emphasize Needs for Fertility Buildup 

Extra Profit Potential in Non-Farm Fertilizers 

Fall Corn Fertilization Saves Time, Trouble 

Farmers Surveyed on Claims of Fertilizer Effective- 
ness 

Fertilizer Buying Patterns 

Fertilizer Equipment Directory 

Fertilizer Integration 

Fertilizer, Pesticide, Animal Health Marketing 
Trends 

Fertilizer Saves Crops in Low-Moisture Areas .... 

Fertilizers, Ag Chemicals to Take Bigger Slice of 
Farm Supply Dollar 

Financing, Equipment Crucial 

Food Supply of Future Depends Largely on Use of 
Fertilizer 

Georgian ''Converted" to Fertilizer Sales 

Here's How Illinois Dealer Charges for Applica- 
tion, Spreading, Spraying 

Here's Look at Various Buik Blend Systems 


How Well Mixed Is Your Bulk Blend Fertilizer? ...Feb., 
Illinois Dealer Uses Aerial Photos to Sell Fertilizer Feb., 


Independent Fertilizer Dealer Has Some Advan- 
tages, Too 

Jack Cashman Puts Premium on Efficiency, Person- 
al Service 

Liquid Fertilizer Sales Up 40% 

Liquids Broaden Sales Base for Fertilizer Dealer . 

Manufacturer Combats Identity Loss in Bulk Ferti- 
lizer Blended Products 

Misleading Claims Harm Fertilizer Business 
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North Dakotan’s Fly-on Fertilization Program .... 

Pasture Fertilization Holds Sales Potential 

2nd Annual Fertilizer Equipment Planning Guide .. 

“Sell a Program, Not a Product" 

Small Firm Has Place in Fertilizer Industry 

Soil Testing—Key Feature in Illinois Dealer's Ferti- 
lizer Program 


State Regulations Affect Non-Farm Fertilizer Sales Nov., 
Three Farmers Tell What They Expect of Dealers . .Feb., 


Vertical Bulk Blend Plant Opens 
Where Is Farm Supply Distribution Headed? 


FINANCING: 


Dealer Guides Drawn Up for Feed and Financing . . Nov., 


Financial Ratios, Statement Analysis Crucial for 
Farm Stores 


Good Records Necessary to Financial Evaluation . .June, 


Long-Term Loans May Solve Dealer's Financial 
Problems 


GRAIN BANKS: 
Adjusting to Shelled Corn Service 


Country Elevators in Middle of Field Corn Shelling 
Trend 


Dealers Adjust to Handle Picker-Sheller Customers Aug., 


Good Corn Drying Practices Essential 


GRAIN HANDLING: 


Blend Plant Latest Addition to $6,000,000-Per-Year 
Farm Store Business 

Farmer Says Corn Picking Now “A Thing of the 
Past” 

Grain Elevator Adjustments to Modern Corn Har- 
vesting 

Methods of Loading Grain Cars Range in Price 
$8.19-$9.59 

New Feed, Grain Facilities Help Texan Increase 
Sales Volume 


HORSE SUPPLIES: 

Arkansan Advises: Go Western 

Average Annual Sales of Horse Health Aids 
Amount to $583.98 

Big Market for Horse Health, Sanitation 

Boredom Leads Horses into Some Bad Habits . 

Brunk's Horse Business Moves at Fast Gait 

Dealers’ Opportunities in Pleasure Horse Market 


Farm Stores ‘Natural’ Outlets for Horse Supplies Apr., 
Feed Potential for Horses Set at 33,000,000 Tons Apr., 


Floridian Caters to Horse Trade 

Growth of Horse Industry 

Horse Business Is Big and Will Get Bigger 

Horse Nutrient Needs Relatively Unknown 

Horse Supply Sales Good 

100,000 4-H Club Members Care for Their Own 
Horses 

Pleasure Horse Growth Stirs Equine Nutrition In- 
formation 

Question, Answers for Dealers: Test Your Horse 
Sense 

Researcher Cites Growth of Horse Industry 

Saddlery Items Profitable to lowa Farm Store . 

Survey Shows 76% of Dealers Sell Horse Feeds, 
41% Sell Grooming Aids, 25% Sell Leather 


LAYERS, BROILERS: 


Feeds, Chicks, Started Pullets — Solid Profit Base July, 


Good Water Control Crucial for Layers 
lowan Promotes Egg Production 


MANAGEMENT: 


Changes in "Ag" Supply Market Dramatized by 
Joint Ownership, Mergers, Acquisitions and 
Company-Owned Outlets 

Cost of Bulk Fertilizer Operation 


Dealers Cite Problems, How to Cope With Them .. 


Dealer Entitled to Fair Margin on Pesticides 
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Dealers View Retail Fertilizer Marketing 

Disregard Personal Feelings in Credit and Collec- 
tions 

Estimating Farm Store Potential 

"Farm Service Center'’ Concept Will Grow 

Farm Store Credit Corner 

Farm Store Trims Excess Expenses 

Financial Audit Serves Better Management 

Financial Ratios, Statement Analysis Crucial for 
Farm Stores 

Good Records Build $1.1 Million Annual Volume 
for Custom Mill 

Good Records Necessary to Financial Evaluation .. 

Gross and Net Margins Show Improvement 

lowa Dealers Establish Credit Rating Program .... 

Here's What Bulk Feed Delivery Really Costs .... 

Independent Fertilizer Dealer Has Some Advan- 
tages, Too 

Latest Material Handling Techniques Improve Deal- 
er's Service, Cut Costs 

Managing the Manager's Time 

1965 Farm Store Sales Report 


Simple Way to Figure Gross Profit on Selling Price Feb., 


Striving for Complete Diversification, Firm Grosses 
$1.1 Million in 1964 

Take Your Pay, Dealers Advised 

Ten Profit-Making Challenges for Dealer Survival 
in Future 

36 lowa Dealers Band Together 

This Business of Retailing 


Varied Product Mix, Cost-Cutting Sharpens Profits Sept., 


Where Is Farm Supply Distribution Headed? 


MERCHANDISING: 

Dealers Lay Plans for 1966 Sales ........ 

Dealers Urged to Consider Premium incentive Pro- 
grams 

Diagonal Strip Trials Help Sell Fertilizers ....... 

Farm Stores Seek Profits in Diversified Mesehon- 
dise 

Health Products Adaptable to Impulse Sales 

Here's How to Make Shelf Space Earn Profits .... 

How to Reduce Selling Time on Ag Chemicals ... 


Illinois Dealer Uses Aerial Photos to Sell Fertilizer Feb., 


In-Store Sales Aids Found Helpful 

lowan Emphasizes Merchandising 

lowan Looks for Increased Feed, Grain Revenue .. 

One-Stop Service Centers Present Challenge to 
Farm Cooperatives 

Promotions Most Effective If Backed by Dealer with 
Advertising, Other Aids 

73% of Farm Suppliers Use Premium Giveaways .. 

"Show and Tell’ Valuable Dealer Tool 

"Success Means Filling Farmer's Needs" 

Tapping Impulse Sales 

Texans Aim for Rural, Urban Trade 

Tips for Successful Premium Programs 

What's the Answer to More Dairy Feed Sales? ... 


MOBILE MILLS: 


Mobile Feed Mill Helps Nebraska Firm Expand ... 
Mobile Mills Improve Service 


PROMOTIONS: 


Dealers Lead Soil Sampling Promotion 
Dealers Urged to Consider Premium Incentive Pro- 


Don't Be Afraid to Give Customers Something for 
Nothing 
Front Door Feeding Demonstration Attracts Extra 
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Attention, Sales 

Hoosiers’ ‘Appreciation Day'’ Draws 400 Farmers Mar., 

lowans Promote Cash Discount Days 

Keep Promotions Creative 

Localized Farm Testimonials Add Interest to County 
Fair Display 

Open House Check List 

Promotions, Advertising, Build Sales 

Promotions Most Effective If Backed by Dealer 
With Advertising, Other Aids 

Promotions Put Firm High on Profit Totem Pole... 

"Show and Tell’ Valuable Dealer Tool 


Tips for Successful Premium Programs 


SEED: 


Custom 
Profits 

Dealer Seed Sales and Farmer-Agents 

Expert Cites Case for Certified Seed 

Germination, Purity Tied to Certification 

Hybrid Wheat Seed Potential Promising 

Impure Seed Causes Dealer Some Headaches, 
Expenses 

lowan Emphasizes Merchandising 

Nature of Seed Business Changing 

Seed Corn Sales Dominated by Farmer-Agents ... 

Survey Shows Seed Seldom Weed-Free 


SERVICE: 


Adjusting to Shelled Corn Service 

Country Elevators in Middle of Field Corn Shelling 
Trend 

Customer Service Is Key to Feed Dealer's Future. .May, 

Dealers Adjust to Handle Picker-Sheller Custo- 


Inoculation Offers Opportunities for 


Field Shelling Affects Dealers 

Good Records Build $1.1 Million Annual Volume 
for Custom Mill 

Half Dealers Surveyed Offer Custom Applicating, 
Spraying 

Here's How Illinois Dealer Charges for Applica- 
tion, Spreading, Spraying 

Here's What Bulk Feed Delivery Really Costs .... 

Mobile Mills Improve Service 

More Dealer Services Needed by Farmers of 
Future 

1965 Cost Figures on lowa Custom Field Work .. 

Soil Testing—Key Feature in Illinois Dealer's Fer- 
tilizer Program 

Texan Wins Customers With Extra Services 

Three Farmers Tell What They Expect of Dealers. Feb. 


SIGN-OF-THE-MONTH: 


Ask About Our Fertilizer Spreader Rental 
Deworming Agents Help Increase Livestock Profits 
pr., p. 85 & Sept., 
Everything for Your Fencing Needs 
Roof De-Icing Materials Sold Here 
Soil Building Pays Off in Bigger Crops 


SPECIALIZED MARKETS: 


Arkansan Advises: Go Western 

At Kentucky Farm Store 
Profit Potential 

Cattle Spraying Profitable 

Chain Saws Provide Plenty of Potential for Farm 
Stores 

Current Styles, Shapes of Egg Contracting 

Dealer Realizes Profits from Empty Feed Sacks...Apr., 

Farm Stores Earn Share of $1 Billion Pet Business. . Oct., 

Farm Stores ‘Natural’ Outlets for Horse Supplies. . Apr., 

Floridian Caters to Horse Trade 

Floridians Add New Mill, Garden Products 

Here's How, Why Dealers Sell, Producers Buy Iron 
Injectables 

Hoosiers Back 4-H, FFA Activities 

Horse Supply Sales Good 

How to Live with On-Farm Mixing 


December, 1965 





Idled Farm Land No Tragedy; New Income-Produc- 
ing Areas Opened for Dealers 

Increasing Sales to Farmer-Feeders 

lowan Emphasizes Merchandising 

lowan Promotes Egg Production 

Metropolitan Growth Stimulates Farm Store's Diver- 
sification 

Midwest Farm Flocks Remain Good Farm Store 
Customer 

Most Lawn Equipment Bought After Move to New 
Homes 

Pet Goods $1.5 Billion Business 

Pre-Sell Farmers on Herbicides 

Saddlery Items Profitabile to lowa Farm Store . 

Sam's Salt Sales Soar 

Survey Shows 76% of Dealers Sell Horse Feeds, 
41% Sell Grooming Aids, 25% Sell Leather 
Goods 


Here's How Dealers Promote Ag Chemicals 


73% of Farm Suppliers Use Premium Giveaways. .Oct., 


TRENDS: 


Adjusting to Shelled Corn Service 

Changes in ‘Ag’ Supply Market Dramatized by 
Joint Ownerships, Mergers, Acquisition and 
Company-Owned Outlets 


Co-op to Deal Direct: Warehouse to Farm 


Dealers Adjust to Handle Picker-Sheller Customers. Aug., 


Dealers View Retail Fertilizer Marketing 

"Farm Service Center’ Concept Will Grow 

Farm Service Centers 

Farmer Says Corn Picking Now “A Thing of the 
Past" 

Feed Dealers Must Keep Alert to Changes in Their 


Tapping Impulse Sales 
Varied Product Mix, 
Profits 


Young Dealers Find Potential in Automated Live- 


stock Equipment 


STORE INTERIORS, DISPLAYS: 


Here's How to Make Shelf Space Earn Profits. ...Jan., 


"Success Means Filling Farmer's Needs” 


What Makes Retailers Stock, Display Items? 


SURVEYS: 


Farm Stores Seek Profits in Diversified Merchan- 


Trade Areas 


Fertilizer Buying Patterns 


Fertilizer Integration 
Fertilizer, Pesticide, Animal Health Marketing 


Trends 


Grain Elevator Adjustments to Modern Corn Har- 


vesting 


How to Live with On-Farm Mixing 


Hybrid Wheat Seed Potential Promising 
Idled Farm Land No Tragedy; New Income-Produc- 


ing Areas Opened for Dealers 
More Dealer Services Needed by Farmers of 


Future 


One-Stop Service Centers Present Challenge to 
Farm Cooperatives 


36 lowa Dealers Band Together 


Where Is Farm Supply Distribution Headed? 





Farm Store Credit Corner 


EDITOR’S NOTE: W. E. Locke has 
helped many retailers, including farm 


supply stores, improve sales and 
credit operations through modern 
methods. Locke’s program is one of 
on-the-job training for management 
and personnel. He says no credit 
agency is involved. Details of the pro- 
gram are available from Locke at 
3401 Balboa St., San Francisco, Cal. 
94121. Copies of his “Credit Man- 
agers Notebook” are available for 
$12.50 from the above address. 


LMOST everyone has the ability 
A to ask questions when inter- 
viewing a credit applicant or when 
discussing a delinquent account with 
the party involved. 
However, not just 
everyone can ask 
these questions and 
talk about overdue 
and payable ac- 
counts diplomati- 
cally. 

Credit inter- 
viewing is a deli- 
cate assignment. 
U n f or tunately, 
many credit inter- 
viewers, credit clerks and collection 


William E. Locke 
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personnel do not realize this fact. In 
my work, I’ve met innumerable un- 
skilled office employees charged with 
the responsibility of taking credit ap- 
plications or collections of overdue re- 
ceivables with utter disregard for per- 
sonal aspects involved. 

I've faced thousands of credit buy- 
ers at my desk who either wanted to 
open a new account, add to an exist- 
ing one or discuss their delinquent ac- 
count. Some were very cooperative. 
Others were reluctant to talk. Some 
were anxious to open an account, but 
others had been sold on the idea by 
a member of the sales force, often by 
the boss himself. 

Regardless, it was my job to get 
acquainted with applicants and main- 
tain good will when trying to collect. 
It was essential that I put all of these 
people at ease, especially those debt- 
ors unable to pay, and not delve into 
their private lives in any way that 
might cost them self-esteem. In many 
cases, I had to penetrate their de- 
fensiveness and not become engaged 
in a duel of wits. 

During my long career in retail and 
consumer credit I’ve met many farm 


supply managers. How some of these 
creditors stayed in business I'll never 
know. Operating capital accounts were 
depleted. These dealers were over- 
board with receivables. No one knew 
when to expect payment from farmer 
accounts other than: “He'll pay when 
his crops come in and his cattle are 
sold.” I was expected to believe every 
farmer would rush right in and pay 
up the moment he sold his products. 
Actually, many farm stores are afraid 
to ask for payment or a definite pay- 
ment date because they think they'll 
lose a customer. They don’t realize 
the wheel that squeaks loudest gets the 
grease. 

Dealers should turn credit inter- 
views into a general conversation. 
This will leave the customer confident 
the farm store is not only concerned 
about his account, but it will give him 
the impression the dealer is concerned 
about him personally. 

The good manager will have com- 
plete records of what the farmer pro- 
duces, when he will market and the 
date he’ll clear his account balance. 

The collection follow-up should be 
started immediately when the farmer 
fails to keep his promise. A success- 
ful credit sales department can be 
operated by using the same standards 
found wherever profitable credit mer- 
chandising is the rule. A 
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